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1. Why are We Doing This?
“Australia offers a large untapped growth opportunity for NZ”

Weird thing to say given it's by far our largest trading partner, high level of
business integration (CER) etc

Australia offers a population base of 21M and economy 8 times bigger than NZ at
USD917b

Currently 23% NZ'’s exports are to Australia (next is US on 10%); 59% of NZ’s
direct investment overseas is to Australia (next is US on 10%);

Exports to Australia are worth 9.995 Billion NZ $ which is equal to the total of the
next three i.e. US is $4.3 billion NZ, Japan $3.6 billion and China $2.5 billion.
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Treating Australia as a home market allows for scale opportunities that are

sustainable and provide a foundation to international growth.

But — while a large amount of business & investment exists, overall there’s much
room for improvement in how to be successful in Aus for both existing and new

entrants

Close and relatively inexpensive to do business and to set up a presence

The NZ Brand is relatively well known and respected

And we don’t spend a lot of time thinking about the coys who’ve been very

successful in the market

However.— given it's a relatively close, fairly similar market it shouldn’t need to

take much to make a fairly big improvement.
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2. Why Now?

While the global crisis continues to impact on global trade Australia and New Zealand are generally
considered to be in less trouble than some of our other trading partners.

NZTE company research is reflecting a reluctance of exporters to expand their business operations into new
risky markets ventures. Many of these companies already have a footprint in Australia, that with the right
focus, could look to obtain their growth needs with the minimum of risk and capital requirements.

From looking at coys operating successfully in Aus we've learned a lot about what it takes to succeed -
lessons learned, issues & obstacles faced, mistakes made etc. Now is a good to time share these valuable
insights.

3. The plan today

These workshops now about sharing that info as far and widely as possible throughout the NZ business
community so we can get a groundswell of companies understanding how to get the most out of our closest,
largest trading partner — really change the game.

This session is one of 12 we are undertaking throughout heartland NZ so that we get a mixed and varied
view on solutions.

As we started talking about this with people there seemed to be good support and shared vision — so
thought the best way of doing it was not typical presentations/seminars to companies (though that's a part)
but to bring you into it — the people who are advising coys on their growth every day.

We want to use the workshops to start a national conversation with you on how collectively we can lift overall
company performance in Aus.

Draw on your knowledge & experience, impart some of ours, and talk about what we can do to assist clients
maximise their performance in Aus.

Also want to talk about what NZTE can bring to the table by way of assisting coys and linking better with you.
We will be talking more about this later from both the Australian and NZ offices perspective.

And we think the content & things we’ll discuss are relevant for all coys — large or small, already engaged
with Aus or thinking about entering the market, exporting through 3rd parties or investors in their own in-
market operations.

So — this is an important start — we hope to build momentum by way of the people in the room, and carrying
on that engagement with you so we can keep learning from each other and delivering more value to clients
re: their Aus operations.



4. \What is next

At the completion of the workshops NZTE will review all the lessons.
New NZTE case studies will be developed and shared.

New examples of best practice and case studies from other groups will be
developed and shared.

Lastly the assistance you give us today will help us frame the way NZTE in
Australia develops its support mechanisms and strategic planning to that we can
act as an important support for NZ companies and investors alike.
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* Recession? * Relatively Healthy Banks
. Unemployment » Govt Stimulus

«  Consumer Spending * RBA Cuts

. Commodity Prices ¢ Avg Household Income

) « Housing Stock
. Trading Partner Growth
* Demand for resources

* Hard to get Business Credit
* Shallow Downturn

. Business Investment . Upturn 2010°?

It is difficult to accurately assess the state the Australian economy. There is some good news and some bad
news.

One the bad news side:

There has been a lot of debate about whether Australia is in recession. For a long time the Government was
saying that Australia had a strong economy and would avoid going into recession. Then a few months ago
they started getting people used to the idea that Australia would go into recession after all. However figures
released a few weeks ago showed that the Australian economy had grown .04% in the March quarter. The
quarter before showed growth of -.02%. To a certain extent whether or not Australia is in a technical
recession is academic — basically the economy is not growing.

Unemployment is up and is likely increase further
Consumer spending overall is down, although consumers are spending in some areas

Commaodity prices are down. Interestingly the volume of minerals being shipped out of Australia has stayed
about the same (there is still strong demand from countries like China), however the price dropped so this
impacted both the mining industry and those sectors that support it.

Most of Australia’s trading partners are in recession. You would think this would have an impact on
Australia’s exports, but in fact total exports were up last quarter.

Businesses are finding it hard to access credit and this is impacting on the overall level of business
investment. A lot of projects are being postponed or cancelled.

On the good news side:

The banking sector in Aus is relatively healthy. The Govt is pumping money in economy through their
stimulus spending packages (which we’ll discuss in details later).

Average household incomes have actually risen — this is from a combination of lower mortgage rates, lower
petrol prices and a one of grant from the Gowt.

The residential construction sector is doing well. There is a shortage of housing. The Govt has also just
doubled the first home buyers grant. If you are building your first home the grant has tripled. All of this has
kept up demand for new houses — applications for building permits were up 5% on last year.

Overall, signs indicate the Australian economy is like to experience a shallow downturn. However there
really are no safe predications for the next 6-12 months.
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Taking a look at the performance of individual sectors we have tried to group them to categories (perhaps
unfairly) of winners, losers and those that are stable. | have to caveat this by saying that these are
generalisations. Within each sector there are parts that are doing well and parts that aren’t. You really need
to dig down and look at the particular area your business is operating in.

I'll just touch on a few sectors in each column.

From the losers column, those sectors that rely on core business infrastructure investment, such as IT and
General Manufacturing are affected. As we discussed before, with credit being harder to get, this type of
investment is being postponed. The same goes for commercial property construction (as opposed to
residential construction).

The retail sector is an example where some parts of the sector are doing ok and others not so well. There
seems to be a lot of variation, but overall, the sector as a whole is not performing well.

In the stable column F&B manufacturing seems to be holding up — some people have suggested it should
almost be put in the winners column.

Food (retail) has some variation; the more expensive restaurants seem to have taken a hit, but the lower end
(e.g. takeaways) are going well.

Defence and security is a sector that predominantly relies on Govt spending and that spending is continuing.

In the winners column, infrastructure engineering is going well due to Govt spending. The Govt has
previously been criticised for not spending enough on infrastructure. They had argued that this was because
there were not enough cranes/labour available as these were being used by the private sector. As these are
resources are freeing up with the slow down on the mining sector, the Govt is investing more in this area.

As | mentioned before, residential construction is doing well. The Education sector is doing well —
international student rates are remaining high and many of the people who have become unemployed are
choosing to take the opportunity to retrain.

The health sector remains strong — this is partly due to the aging population, but also because there tends to
be increased demand for health services when the economy is bad. Other sectors that support the health
sector are also doing well.

Lastly, the supermarkets are seeing increased demand. The two major supermarkets and many of the
independents are currently expanding.
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One of the large areas of opportunity, as | touched on before, is stimulus
spending by the Government. These figures also don’t include tax cuts and the
one off grants.

| won't go into detail, but if you are interested in any of these areas let us know
and we can give you some more information.

As you can see there is a substantial amount of money being spent. However
the issue is that the administration and management of this spent is rather
complicated and messy. The Gov has given money to each state to spend, who
have in turn passed it on to different agencies to manage. Each of these
agencies have different systems and decision makers. NZTE investing time in
trying to unravel this web and we should have some information to pass on to
interested business in next few months.
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| want to talk about now is the opportunity we think exists for NZ businesses; and
that is to start thinking of Australia as an extension of the NZ domestic market.
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When you start thinking of Aus as an extension of the domestic market that
means you have a market of 25 million people (rather than 4m) with a combined
economy of close to US$920 billion (rather than $120b). Under CER we are
already treated the same as an Aus company; at least legally — in practice you
may notice some differences, which we will touch on later.

As a new market it is relatively inexpensive and easy to manage — | say relatively
as there is still a cost involved, but it is generally less than for markets further
afield.

And lastly, the NZ brand is relatively well known. Australian’s know a bit about
NZ - you don’t need to go educate people about NZ the same way you do with
some of our emerging markets.
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When you treat “Australasia” as your home market, you have the ability to build
your business to scale that is more sustainable. A lot of Australia’s publicly listed
companies only operate in Australasia.

However, once you've reached that scale it also gives you a much stronger
foundation for international growth.

As well as being able to develop a physical presence in Australia with less risk
than markets that are further away, there are probably more options available for
NZ companies to set up a physical presence. Buying an Aus business can be an
option for NZ businesses, as is a JV with a local Australian business. There are
of course still the usual options of setting up your own office, hiring Aus sales
staff or using 3pty distributors or agents. Another option is for NZ businesses to
look for investment from an Australian company or investor.

While it is good to think of Aus as part of the domestic market, | do want to be
clear that you shouldn’t think of it as the same market. There are some definite
difference that you need to be aware of when entering the Australian market and
we’ll touch on the main ones now.

The first major difference are the locals.
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Because we so familiar with Australians - we play sport against them, go there on
holiday, they look like us and we speak the same language— we often
underestimate the differences between our cultures.

In the main centres there are some large immigrant populations (e.g. Greek,
Italian), which mean as consumers they may have slightly different tastes.

Perhaps it is to do with our respective heritages, but we often think of Australians
as brash, roguish, more willing to buck authority and take risks, where as kiwis
are a lot more conservative and risk adverse. These are generalisations, but you
can notice the differences. As well having different consumer tastes, it comes
through in the way Australian’s do business.

As well as consumers, Australians may be your business partners — some of the
characteristics | just mentioned make Australians good negotiators so as kiwis we
need to be aware and make sure we don’t leave value on the table during
negotiations.
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It may seem obvious, but Australia is a far larger country than NZ. In NZ it is reasonably straight
forward to service the main centres. The distances between the main centres in Aus are a lot
greater (e.g. Melbourne to Brisbane, or across to Perth). This is going to me your goods are going
to take longer to arrive and the transportation costs are going to be higher. You'll need a good
logistics partner.

The other thing the map shows us is that Australia is not a single market. It is actually made up of
7 or 8 separate markets (depending on how you classify ACT) and each has their own legislation
and regulations which are different from the others.

As a small country NZ businesses have to export early on in their life cycle. We can only expand
to a certain size before having to look offshore and that step often comes before we have had a
chance to build a really stable business and have limited capital. How Australian companies tend
to grow is state by state.

For example, a company that starts up in Melbourne can already expand to a similar size as a NZ
business (the greater Melbourne area has a pop of around 4 million people). They then may look
at tackling the Sydney market. That allows them to potentially double the size of their business
(Sydney is also around 4million). They then may look at moving into Queensland, which allows
them to grow the same amount again. They then might look at the state to the West, NZ (which is
how Australians often view NZ in a business sense). By the time they enter the NZ market the
Aus business is all ready three times the size of a local NZ business and they have had to learn to
deal with all the regulations and issues that come from doing business in different states. They
usually find NZ a very easy place to do business (fewer regulations and we have a friendly
consumer market that is happy to embrace new products). They can soon gain a substantial
market share.

What I'm suggesting is that more NZ businesses need to think about taking the same approach —
tackle each state one at a time to build your scale and capability. Don't try to take on all of
Australia at once.

17



| $$

The next difference is the bureaucracy. It is an unavoidable part of doing in
Australia and there’s lots of it. You've got a federal layer of government, a state
layer of gov as well as different agencies, each with their own requirements,
legislation and regulations. Depending on the sector your business is in, each
state may have quite requirements, so you need to make sure you check - don’t
assume that because you comply in one state that it will be fine in the others.

18



| $$
# & . %

One of the differences that is less obvious initially is way Australians do business
through networks. These networks may be the old school networks in Melbourne
or university sports clubs in Sydney, but a lot of business is conducted through
these networks. Don’t underestimate how important these networks are — if
you’re missing out on work in Australia, this may well be one of the reasons.

NZ business therefore need to find ways to tap into these networks. There are a
couple of ways you can do this. Firstly, you can hire Australians. They should
bring these networks with them.

You can make use of the almost half a million expat kiwis living in Australia. KEA
(www.keanewzealand.com) is a good place to start.

Another option is to join some formal business networks. There may be specific
networks for your profession (e.g. engineering associations, accounting
associations etc) or you could join the Trans-Tasman Business Circle
(www.transtasmanbusiness.co.nz) or new Zealand Victoria Business Group
(www.nzvbg.org). Both of these groups are set up specifically to help people
break into business networks in both Australia and New Zealand.
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The last difference | want to talk about is wealth. Australians are a lot richer than
we are. This means that Australian consumers may well be prepared to pay
more for your product or service than they are in NZ. This is probably just as well
is it is going to cost you more to deliver your product (e.g. transportation costs). It
is really important that you don’t just apply your NZ pricing model — you might be
missing out on some extra value. By setting your price too low, you could also be
undermining your product as consumers may make a judgement about the
quality.

Take the time to check out pricing for comparable products in the market and set
your price accordingly.
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